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ELDER CARE: A NEW ASSURANCE SERVICE
The AICPA special committee on assurance services (SCAS) has identified over 
200 possible assurance services and has developed business plans for six of them. 
We looked at risk assessment in the September 1997 Practicing CPA. Here, let’s 
discuss elder care.
Why elder care is needed
Improved diet and medical care are contributing to more people living longer 
than earlier in this century. For example, life expectancy at birth was 47 years in 
1900 and had increased to 76 years by 1991. But not only are people living longer; 
the U.S. Bureau of the Census projects that the percentage of persons 65 years of 
age and over in the entire population will increase from 12.76 percent in 1996 to 
16.48 percent in 2020, to 20.00 percent in 2050.
As the population ages, there is a similar increase in the amount of wealth con­
centrated in the elderly. It has been estimated that between $11 trillion and $13 
trillion of wealth is controlled by persons aged 65 and over. The U.S. Bureau of 
the Census reported that in 1993, the medium net worth of households with 
members 65 and over in the fourth and highest quintiles of income were 
$199,581 and $354,781, respectively. This concentration of wealth attracts all 
sorts of predators. News reports reveal that senior citizens are the frequent tar­
gets of fraudulent investment, home-improvement, and other schemes.
Concurrent with the aging of the population, families have become widely sep­
arated and can no longer be relied upon to live nearby and assist in the care of 
elderly family members. In addition, there has been an increase in households 
where both spouses work. In earlier years, one spouse was usually available to 
assist in the care of elderly family members. Today, unfortunately, institutional care 
is, maybe, the only choice for the elderly who have no children or whose children 
do not have the time available to satisfy both their job requirements and the 
requirements of tending to or assisting an elderly family member or supervising 
the provision of care.
Elder care is a service designed to provide assurance to family members that 
care goals are achieved for elderly family members no longer able to be totally
independent. The service will rely on the expertise of 
other professionals , with the CPA serving as the eyes and 
ears of the family members or responsible party.
The purpose of the service is to provide assurance in a 
professional, independent, and objective manner to third 
parties (children, family members, or other concerned par­
ties, or in some cases, the elderly persons, themselves) that 
the needs of the elderly person to whom they are attached 
are being met. Or to put it in simpler terms: to provide the 
opportunity for elderly persons to live out their lives in 
their own homes with dignity and protection from preda­
tors who would take advantage of them. Following are 
some aspects of providing elder care.
Consulting services
One of the biggest problems facing relatives who must 
arrange for care for an elderly relative is finding out 
whether home care is an option (as opposed to institu­
tional care), what services are available in the community, 
and what to expect from the care providers. Often, this 
information can only be obtained through care providers 
themselves or through word-of-mouth from other persons 
who have been faced with similar problems.
The consulting services portion of elder care envisions 
the CPA as the focal point to assist family members in 
defining the standards of care needed and expected for 
the elderly person. This service could include providing 
the family members (the person responsible for care of an 
elderly person) with a listing of the services and options 
available in the community and working with them to 
establish goals for assistance; developing a customized 
delivery plan, indicating the types of service providers 
required to accomplish the care goals; and communicat­
ing expectations of required levels of performance to 
each service provider, including the identification of cri­
teria to be used to measure performance.
There are several important concepts involved in this 
part of the service. Each plan has to be tailor-made to the 
needs of the particular elderly person. The goals for assis­
tance for one individual may be simply arranging for trans­
portation or for someone to take care of routine financial 
matters, such as paying bills and making deposits. In anoth­
er case, the goals may include live-in or continuous sitters 
or nurses, housekeeping personnel, and home health ser­
vices, in addition to the services required above.
As a part of consulting services, the practitioner may assist 
family members in selecting a care provider for each type of 
assistance required (although the family member or respon­
sible party should make the final decision), communicate the 
family’s expectations regarding the level of service to each 
care giver (formally in writing), and work with the care giver 
to establish performance measurement systems, including 
identification of information to be accumulated by the care 
giver to demonstrate compliance with the criteria for perfor­
mance. All such systems should allow for independent verifi­
cation of some, or all, of the information being produced.
Direct service provision
In some instances, either because of a lack of commercial 
providers in the community or because of the unique com­
petencies of the CPA, the practitioner may be engaged to 
take a more active role in the management of elderly care. 
This might include routine tasks that would normally be 
performed by the elderly person or a family member— 
tasks such as
■ Receipt, deposit, and accounting for income, or making 
sure the expected revenues are received.
■ Supervision of investments and accounting for the 
estate.
■ Making arrangements for the appropriate level of care 
(in-home sitters, cooks, etc., or retirement facility care), 
and periodically visiting the client to ensure care being 
received meets the standards set by family members.
■ Arranging transportation for clients. One of the fears of 
elderly people who are still mobile is the loss of their 
car or their license to drive. Yet, due to the danger to 
themselves and to others, this frequently occurs.
■ Supervising household expenditures and making 
arrangements for unusual or unexpected requirements, 
such as home maintenance and repair and medical 
emergencies.
■ Arranging for an assessment of the elderly person by a 
social worker, geriatric care manager, or geropsychiatrist.
These direct services assume added importance when 
decisions must be made in a timely manner and there is no 
one in the client’s community on whom to rely.
continued on page 6
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THE AICPA TECHNOLOGY ADVISOR PROGRAM
The CPA profession is experiencing competitive challenges 
and new opportunities as a result of the rapidly changing 
business environment. At the same time, CPA firm clients, 
particularly small businesses, are in need of an expanding 
source of trusted business and technology advice.
The AICPA technology advisor program (TAP) is designed 
to help practitioners offer clients technology solutions to 
business problems. The program provides the foundation 
on which a firm can build a business systems consulting 
practice. The pioneering TAP vendor is Microsoft, whose 
Microsoft Action Pack includes products, training, and tech­
nical support. Great Plains software (GPS) also participates 
in the program, offering the Dynamics product training 
and technical support.
TAP participants will be able to demonstrate technical 
competence to complement their business acumen by 
showing they have met AICPA, Microsoft, and Great Plains 
educational standards. The products and courses are based 
on existing Microsoft offerings as well as Great Plains 
University courses.
The program training will prepare CPAs for the Microsoft 
Certified Professional (MCP) examination, the Microsoft 
Office user specialist program, and the certified GPS 
accounting application specialist designation. In addition, a 
technology certificate of educational achievement (TCEA) 
is available from the AICPA upon completion of the desig­
nated TAP curriculum.
Specific education enables you to 
advise clients on their software.
Education is the most important element of the AICPA 
program. It is directed toward imparting specific knowl­
edge that enables you to advise and consult with clients on 
the software they use. Once you have successfully com­
pleted the prescribed course of study and passed the cor­
responding examinations, you will have earned the AICPA 
TCEA.
For individuals who would like to demonstrate their 
expertise with a particular Microsoft product, that compa­
ny offers the Microsoft certified product specialist (MCPS) 
designation. With this designation, you receive benefits 
such as industry recognition, access to technical informa­
tion direct from Microsoft, specialist logos, special publica­
tions, and invitations to Microsoft events.
If you would like to demonstrate technical competency 
in the Great Plains Dynamics product, a TCEA is available 
from the Institute upon completion of the designated cur­
riculum and the Dynamics examination in the Great Plains 
accounting technology advisor program.
For more information about the AICPA technology advi­
sor program, contact Member Satisfaction at the Insti­
tute, tel. (800) 862-4272, FAX (800) 362-5066, document 
no. 552. ✓
TIMELY PRODUCTS FROM THE AICPA
The following books and multi-media tools are available 
from the Institute:
■ Accounting Trends and Techniques, 1997. This recent­
ly updated book contains significant accounting pre­
sentations, discussions, and trends—many of them illus­
trated with excerpts and tables.
Accounting Trends and Techniques, 1997, product no. 
009889PC1, cost $77.50 (members), $97.00 (nonmembers).
■ A CPA’s Guide to Making the Most of the New IRAs by 
Robert Keebler, CPA, is a multi-media planning tool for 
maximizing the benefits of the new IRA rules. It 
includes a guide describing the new IRAs in detail and 
leading you through planning computations, an audio 
cassette of planning ideas, and a Brentmark Software 
minimum distribution calculator.
A CPA’s Guide to Making the Most of the New IRAs, 
product no. 029480PC1, cost $44.00 (members), $55.00 
(nonmembers).
■ Solving the Year 2000 Dilemma by Sandi Smith, CPA, 
features case studies to help practitioners recognize 
when year 2000 problems exist, and get insights into 
possible solutions and the accounting, legal, insurance, 
and business issues involved. The book covers the use 
of third-party consultants, replace/repair decisions, en­
gagement costs, and budgeting.
Solving the Year 2000 Dilemma, product no. 093008- 
PCl,cost $29.00 (members), $39.00 (nonmembers).
■ Auditing Estimates and Other Soft Accounting 
Information discusses how an increasing number of 
accounting pronouncements contain measurement and 
disclosure provisions largely based on subjective judge­
ments. These include, for example, management’s abili­
ty and intent, estimates of future cash flows, and fair 
value estimates. The book provides practical guidance 
for dealing with the audits of soft accounting informa­
tion, and illustrates how SAS no. 57, Auditing 
Accounting Estimates, may be applied.
Auditing Estimates and Other Soft Accounting 
Information, product no. 010010PC1, cost $45.00 (mem­
bers), $56.25 (nonmembers).
■ Corporations Checklist includes disclosure require­
ments for all new FASB and AcSEC releases through 
November 1, 1997; illustrative financial statements 
updated to incorporate disclosure requirements that 
recently became effective or will become effective in the 
next year—comprehensive income, stock compensation 
(FASB 123); and illustrative financial statement formats 
that can be used as templates for preparing financial 
statements.
Corporations Checklist, product no. 008715PC1, cost 
$27.00 (members), $29.50 (nonmembers).
To purchase these products, call the AICPA order depart­
ment, (800) TO-AICPA. Ask for operator PC. ✓
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TIPS FOR TAX SEASON
Building on its experience with a pilot program for tax 
section and PCPS members, the Institute made its fee­
based tax information phone service (TIPS) available to 
all members, a year ago. The Institute knows most practi­
tioners don’t want off-line research during busy season. 
They have the tax return on their desk and want to get it 
out the door, or perhaps they are at their client’s office 
(or even in their car) and need the information to get 
something resolved. They want immediate assistance. 
This tax season, there will be more TIPS staff available to 
help you find the right answers and determine those 
issues that need to be addressed.
TIPS offers two types of service: general assistance with 
everyday tax issues provided by AICPA staff, and special­
ized assistance with complex industry-specific situations 
provided through a referral network of PCPS and tax sec­
tion members.
TIPS expects to field a number of queries as a result of 
the complexity of the Taxpayer Relief Act of 1997. A recent 
call is a good illustration.
In a marital separation, one spouse usually vacates the 
marital home before the divorce is finalized. Under prior 
law, many displaced spouses in a divorce found that they 
were not eligible to roll over the gain on their former 
home because at the time of sale, the house no longer met 
the definition of a principal residence under Internal 
Revenue Code Section 1034.
As a result of the Taxpayer Relief Act of 1997, 
Section 1034 was repealed and Section 121 was amended 
to provide an exclusion of gain on the sale of a principal 
residence. Under 121 as amended, if an individual uses the 
property as his principal residence for two or more of the 
past five years, the gain can be excluded up to $250,000 
($500,000 for married filing joint).
The two-year residency period for the displaced spouse 
will include any period in which the other spouse or for­
mer spouse occupied the home as dictated by the divorce 
or separation agreement. Due to the expanded definition 
of residency under Section 121 as amended, many more 
individuals selling a former marital home will now be able 
to avail themselves of the exclusion under 121 than were 
eligible for rollover treatment under the prior law.
How to access TIPS
TIPS may be accessed by dialing (888) 777-7077 (option 3).
TIPS accepts MasterCard, Visa, and Discover cards—call 
(201) 938-3883.
TIPS can also be reached via the AICPA Web site: 
www.aicpa.org
Hours of operation are 9:00 am to 5:00 pm Monday through 
Friday. Beginning February 1, TIPS will be available until 7:30 
pm week nights and from 10:00 am to 5:00 pm on Saturdays.
The cost is $3 per minute ($2 per minute from April 16 
through July 31 and from October 16 through January 14). 
There is a minimum charge of $30.
To obtain general information about TIPS, just call (201) 
938-3880. ✓
TAX SEASON HELP FROM THE AICPA LIBRARY
The AICPA library contains an abundance of readily avail­
able, tax-related information for you to use—material that 
might be difficult or time consuming to obtain elsewhere.
You might need tax forms for another state, for example, 
or even prior years’ federal or state forms. The library has 
current forms on CD-ROM to ensure good quality prints, 
state forms going back to 1974, Tax Court decisions, as 
well as IRS rulings and federal and international tax infor­
mation. If you need articles or books on tax subjects, the 
librarians will help you find these, too.
The library has articles on the Taxpayer Relief Act of 1997 
(as well as copies of the Act), and on specific topics such as 
individual retirement accounts (IRAs) and estate planning 
that are affected by changes in the law. While the AICPA 
library does not engage in tax research, the library and TIPS 
work together in referring callers so that members can 







Database Searches $20 min. plus
$20 res. fee
N/A
FAX (expedited) $ 1 per page plus 
$20 exp. fee
$7 per page 
plus $30
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Lost Materials Cost of publi­ Same
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handing chge
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page plus $3 
handing chge
Postage A. $3 min 1st Same
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This year, the AICPA library is celebrating its eightieth 
anniversary. You can obtain an information kit about the 
services it offers or request the librarians’ assistance by tel. 
(800) 862-4272, FAX (201) 938-3955, E-MAIL library 
@aicpa.org and Internet http://www.aicpa.org/ mem- 
bers/div/libsvcs/index.htm ✓
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YOUR VOICE IN WASHINGTON
Tax reform debate heating to a boil
With Congress returning to work the end of this month 
and congressional elections on the horizon at the end of 
1998, look for the debate on wholesale tax reform to heat 
from its current simmer to a full boil.
President Clinton is examining tax system reforms that 
he can propose when he delivers his State of the Union 
address later this month.
On the GOP side, Speaker of the House Newt Gingrich 
(R-GA) has called for a “national dialogue” on tax reform. 
He called for the debate to focus on three areas—estab­
lishment of a flat tax, development of a modified flat tax, 
or the imposition of a national sales tax.
This past fall, two Republican House members—Rep. 
Richard Armey (TX) and Billy Tauzin (LA)—kicked off a 
national campaign to build support for an alternative tax 
system. Rep. Armey is a longtime supporter of the flat tax, 
and Rep. Tauzin advocates a retail-sales tax.
Bills introduced or set to be introduced in Congress range 
from a proposal by Sen. Spencer Abraham (R-MI) that would 
allow taxpayers to choose either the current system or a flat 
25 percent tax rate, to Rep. Steve Largent’s (R-OK) bill that 
would eliminate the present tax code by the end of 2001.
Taxpayers’ frustration with the complexity of the current 
system is sure to feed the political engine driving the tax 
reform debate. Still, wholesale restructuring of our tax sys­
tem is a Herculean task, and voter support for tax reform 
may weaken as the implications for individuals and busi­
nesses surface.
The CPA profession does not support the status quo for 
the nation’s current tax system; it clearly is too complex. 
The AICPA’s 1996 study of flat taxes and consumption 
taxes should again be a helpful tool for policymakers as 
they consider alternative tax systems.
IRS responds to AICPA request regarding 
magnetic media filing of partnership returns
The IRS announced on December 17, 1997, that it will not 
require magnetic media filing of partnership tax returns for 
partnership tax years beginning before January 1, 1998 and 
that no penalties will be imposed for not filing the part­
nership tax return on magnetic media for those tax years.
The AICPA requested the IRS announcement in a letter 
dated November 20, 1997. The Institute said such action 
was necessary because the Taxpayer Relief Act of 1997 pro­
vides that every partnership with more than 100 partners 
must file its Form 1065 and the accompanying schedules, 
including Forms K-l, on magnetic media.
While the Act’s legislative history indicates the new 
requirement will be effective for tax years beginning after 
December 31, 1997, the actual enactment date is for tax 
years ending on or after December 31, 1997. The IRS noted 
that the Tax Technical Corrections Act of 1997, now pend­
ing before Congress, provides that the effective date is for 
tax years beginning after December 31, 1997. ✓
PRACTITIONERS SYMPOSIUM REMINDER
The 1998 Practitioners Symposium will be held on May 31 
to June 3 at Caesars Palace in Las Vegas, Nevada. The 
Symposium will be followed by the AICPA’s National 
Conference on Assurance Services (June 3-4 at Caesars). If 
you attend both seminars, you will save $300 off the com­
bined registration fee. (PCPS members will save $375.)
The Symposium program was created to provide 
answers, solutions, and strategies for you, your firm, and 
clients. There are over 60 different sessions arranged in the 
following special interest tracks to help you design an 
agenda to meet your specific needs.
■ Accounting and auditing. SAS, GASB, AcSEC, and 
SSARS rewrite/OCBOA updates, single audit require­
ments, performance measurement, elder care, and elec­
tronic commerce assurance services, quality control 
standards, and EDP auditing.
■ Firm management. Motivating and retaining staff; man­
aging risk, how to acquire, sell, and merge a CPA firm; 
CEFM—what your clients are doing, marketing as a 
whole firm project; managing growth; partnership retire­
ment roundtable; firm succession planning; visioning 
and strategic planning; and developing alliances.
■ Technology. Paperless audit, business use of the 
Internet, paperless office, hardware and software 
update, accounting practice automation, disaster recov­
ery, top ten technologies, virtuality for CPAs, and tech­
nology security.
▪ Personal and professional development. Managing 
stress, business etiquette, dealing with change, how to be 
a rainmaker, what’s bad about doing good, what the 
financial markets are telling us, skills for better written 
communication, and how to be an ideal leader.
■ Niche practices. Developing a niche, developing and 
succeeding in healthcare, business valuation and invest- 
ment/PFP niches, helping nonprofit organizations man­
age, litigation support, mock trial/expert witness panel, 
and planning for the older client.
■ Taxation. New tax law review, international tax issues 
for the small practitioner, planning for college costs, 
estate planning under the new tax law, offers in com- 
promise/installment agreements, practical issues of 
LLCs, retirement plans for small businesses, and valua­
tion issues related to estate and gift tax.
■ Roundtable topics. Getting value out of peer review, 
efficient auditing techniques, partner compensation, 
what do you want from the AICPA, and how can PCPS 
help you.
For registration information, Practitioners Symposium 
only—fee $675 (PCPS members $600), CPE credit: up to 32 
hours; both conferences—fee $1,025 (PCPS members 
$950), CPE credit: up to 48 hours, call AICPA conference 
registration, tel. (800) 862-4272. ✓
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Elder Care—continued from page 2
Assurance services
Elder care assurance services are close to traditional services 
rendered by CPAs, except that the engagement does not 
involve traditional financial matters. The client or responsi­
ble family member would establish goals for care and spec­
ify measurement criteria to be used in determining whether 
the specified goals were being achieved. The practitioner 
would then periodically perform procedures to measure the 
achievement of the care goals, based upon the specified cri­
teria. Assurances might be given on the following:
■ Review of routine financial transactions for reasonable­
ness and adherence to criteria established for such trans­
actions.
■ Investigating and providing information to family mem­
bers for handling of unusual or unexpected situations such 
as home maintenance and repair or medical emergencies.
■ Inspection of logs, diaries, and other evidence (including 
direct observation) to determine whether care givers 
are meeting the performance criteria agreed upon with 
the client/family member.
■ Reporting to client or family members. As a part of any 
assurance engagement, there should be a clear under­
standing as to whom reports are to be issued and in 
what frequency.
The range of services is limited only by the imagination 
of the practitioner and the needs of the client. Each 
engagement needs to be customized and the service ren­
dered to be within the technical competence of the CPA.
Understanding the elderly client
Practitioners have always dealt with elderly clients, but, 
typically, the contact has involved taxes, estate planning, 
and so on. Although elder care has a financial element, it is 
directed toward an entirely different purpose—personal 
care and security for the older client.
Elder care engagements require a different approach. 
They involve much more frequent contact with the older 
client and on a more personal level. Each individual is dif­
ferent, and you need to be aware of these differences, par­
ticularly as they apply to the aging process and the capa­
bilities and limitations of each client.
Practitioner’s Publishing Company’s Guide to Nontra­
ditional Engagements, Third Edition, includes a practice 
aid for use in assessing the needs of older clients. In situa­
tions where family members are responsible for arranging 
elder care, there is a practice aid which asks for their 
assessment of the elderly person’s needs. It is recommend­
ed that both practice aids be consulted in elder care 
engagements.
The elderly frequently assess their own needs and abili­
ties quite differently from independent observers. By hav­
ing both the elderly client and another party assess the for­
mer’s needs and abilities, you can be aware before the 
engagement commences of any conflicts which might 
exist and tactfully try to resolve them.
At the beginning of the engagement, the practitioner 
should determine which family member (or other party) is 
responsible for the care of the elderly person and make 
sure that individual is fully informed of actions taken. In 
addition to the reports agreed to be provided under the 
elder care arrangements, copies of any correspondence 
pertaining to the elderly person should be provided to the 
responsible person. In many cases, that individual will 
make decisions concerning matters on which the practi­
tioner accumulates the necessary information. If the 
responsible family member is to have the right of final deci­
sion, it is advisable to have this arrangement formalized 
through a power of attorney granted by the elderly person 
to the responsible family member. The client’s attorney 
should be consulted to prepare the necessary documents.
At the outset of the engagement, you should establish 
what responsibility you have to family members other than 
the person primarily responsible for the care of the elder­
ly client. There may be conflict, mistrust, and suspicion 
among family members, and, if so, you should attempt to 
arrange a course of action that will minimize future dis­
agreements.
Developing an elder care practice
To get started in elder care, you will need to commit to pro­
viding staff and resources that will truly serve the purpos­
es of the client. You will be at the hub of a wheel of 
providers, conducting ongoing and objective reviews of 
the performance of each of the service providers. It may 
mean your hiring permanent or on-call staff, or developing 
a relationship with a geriatric care manager or other elder 
care professionals, to assist in meeting the needs of elder 
care clients.
When responsible family members do not live in the 
same community as the elder care client, they have no way 
of knowing what services are available in the community 
and, therefore, what assistance can be provided to help 
their elderly relatives with independent living. If the need­
ed assistance is not available, the family may have to con­
sider relocating the elderly person to institutional care.
One of your first steps should be to determine the avail­
ability of services such as in-home housekeeping services, 
home health care organizations, providers of home health 
care equipment, nursing services, sitter services, shopping 
services, hospitals, senior service providers, reputable 
sources for home maintenance and repair, and bonded and 
licensed yard maintenance services.
In the governmental arena, Area Agencies on Aging (or 
Councils on Aging) can provide information on a variety of 
services for older adults. Other agencies which might be 
contacted to determine the availability of services include 
state departments on aging, state and county mental health 
agencies, Veterans Administration offices and hospitals, and 
the offices of local elected officials.
Don’t overlook other local nonprofit or religious organi­
zations—some have extensive programs for the elderly. 
And keep in mind that financial institutions are beginning 
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to direct a broad range of services to this group, and that 
in many areas of the country, organizations (emergency 
medical services, police departments, and others) have 
instituted programs to check on elderly people daily.
Initially, you should attempt to obtain as much informa­
tion as possible about each source listed in your inventory, 
including references, if applicable, and simply list the infor­
mation without judgment. As you become involved with 
the various providers, additional information can be devel­
oped which will help family members make better judg­
ments as to the provider they wish to engage.
Be careful about making positive recommendations as to 
potential service providers to avoid being blamed if a situ­
ation does not work out. Rather, you should objectively list 
both good and not-so-good information about each 
provider and allow the family members to make informed 
decisions about whom to engage.
As a part of the inventory of services available, you 
should also develop information concerning the rates nor­
mally charged, how billing is to be done, and when pay­
ment is to be made.
Because elder care primarily focuses on individuals who 
are living in their own homes, many of the needs to be 
addressed involve ordinary in-home living needs. Routine 
housekeeping, meal preparation, and yard maintenance 
may be beyond the physical abilities of some elderly peo­
ple, and security is typically a foremost concern.
How to identify potential clients
The type of care envisioned in an elder care engagement 
will probably be more expensive than institutional care. 
Consequently, the services will be available only to those 
able to pay the cost. Within your clientele, elder care clients 
will typically come from 1) older clients, many of whom 
may have been clients for tax preparation or estate plan­
ning purposes, and 2) clients who are responsible for the 
care of an aging relative. By making the client and the chil­
dren aware of the elder care services you can offer, during 
tax preparation or estate planning meetings, you can posi­
tion yourself to be of assistance as the needs arise.
You can use direct mail to illustrate the services you offer, 
but take care not to imply that the elderly client is in need 
of those services at the present time. Referrals are also a 
good way of identifying potential elder care clients. 
Beneficial contacts could include physicians, particularly 
those specializing in geriatrics, hospitals, attorneys, bankers 
and trust officers, church leaders, and home health agen­
cies. You can provide key contacts with a simple brochure 
describing the elder care services you offer. Again, don’t 
mply that a particular person needs the services.
Information you need to know about the client
In order to customize services for the elder care client, you 
need to obtain a great deal of information about the per­
son. Depending on the engagement, this might include 
■ Names, addresses, and telephone numbers of children, 
grandchildren, and in-laws. List their relationship to the 
elder care client, whom you should contact in emergen­
cies, and note whether there are any family conflicts or 
estrangements which could cause problems.
■ Names and addresses of the client’s attorney, accoun­
tant, and primary care physician.
■ An informal assessment by the elderly person (or re­
sponsible family member) of his or her assistance 
needs. In many cases, a formal assessment by a GCM, 
nurse, or geropsychiatrist will be necessary.
■ Information pertaining to all real estate owned. This 
would include mortgage information, rental income, and 
copies of leases and fire and casualty insurance policies.
■ A personal financial statement. This should indicate all 
retirement assets, investments, and liabilities.
■ Annual cash flow analysis. This will enable you to deter­
mine that all income is being received and whether 
expenditures are within reasonable limits.
■ Copies of all insurance policies and other personal doc­
uments. The latter would include wills, tax returns, trust 
instruments, guardian nominations, powers of attorney, 
care agreements and contracts, and any long-term care 
insurance policies.
■ Religious and other planning information. Many reli­
gious organizations have outreach programs for elderly 
members. Also, it might help to know whether the client 
is receiving Medicare benefits, preferences as to hospi­
tals, and whether the client has pre-paid medical trans­
portation policies.
It is recommended that all elder care engagements com­
mence only when there is a signed engagement letter. If 
possible, both the elderly clients and the responsible fami­
ly member(s) should agree to the terms of the engage­
ment. If the elder care engagement is being performed 
under attestation standards, written assertions will be 
required from responsible parties. The engagement letter 
should list the types of assertions which will be required, 
from whom they will be required, and should also clearly 
set forth the conditions under which the engagement may 
be terminated. ✓
— by George A. Lewis, CPA, Broussard, Poche, Lewis and 
Breaux, Lafayette, Louisiana, tel. (318) 988-4930 and 
Ann Elizabeth Sammon, AICPA Professional Development, 
Jersey City, New Jersey, tel. (201) 938-3587, FAX (201) 
938-3516
Editor’s note: Mr. Lewis, chair of the elder care task force 
of the assurance services executive committee, is the 
author of the AICPA CPE course, Assurance Services: Elder 
Care, from which these comments are extracted. The 
course contains practice aids and sample engagement 
letters from Practitioners Publishing Company’s Guide to 
Nontraditional Engagements, Third Edition. To purchase 
the course, (2 hours of CPE credit), product no. 
732022PC1, cost $49, call the AICPA order department, 
(800) TO-AICPA. Ask for operator PC.
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PCPS MEMBER INFORMATION UPDATE
Partnering for CPA Practice Success, the AICPA Alliance for CPA firms, provides a wide range of tools and resources that 
enable CPA firms to succeed in today’s marketplace. To help serve its members more effectively, PCPS is expanding the scope 
of its member contact database. This will enable PCPS to put valuable information directly in the hands of the professionals 
within your firm who can make most use of it.
All PCPS members are being asked to provide any of the contact information listed below (if it applies to your practice). 
Kindly fill out the following information form and FAX to (800) 329-1112.
Name of firm____________________________________________________________________________________________  
Primary address__________________________________________________________________________________________  
Phone FAX E-MAIL Website
Name of contact concerning PCPS membership_______________________________________________________________
Telephone FAX E-MAIL
Name of A & A partner____________________________________________________________________________________
Telephone FAX E-MAIL
Name of Tax partner______________________________________________________________________________________ 
Telephone FAX E-MAIL
Person in charge of firm administration______________________________________________________________________
Telephone FAX E-MAIL
Person in charge of firm marketing__________________________________________________________________________
Telephone FAX E-MAIL
Person in charge of human resources________________________________________________________________________
Telephone FAX E-MAIL
Name of technology manager_______________________________________________________________________________
Telephone FAX E-MAIL
If any professionals listed above are not located at the firm’s primary address, please attach address information to this form. 
If you would like information on how your firm can join PCPS, call (800) CPA-FIRM
ADDRESS SERVICE REQUESTED
Non-Profit Organization 
ZIP + 4 BARCODED 
U.S. POSTAGE 
PAID 
American Institute of 
Certified Public Accountants
Harborside Financial Center 
201 Plaza Three 
Jersey City, N.J. 07311-3881 
(201) 938-3005 
Fax (201) 938-3404
PCPS/ the AICPA Alliance for CPA Firms
